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1Q Exports and Imports Continue Gains. June even Stronger.

Both exports and imports posted gains during Mr. Goss noted that “Even as the euro has weak-
the 1Q and through June. ened against the dollar, the dollar has depreciated
in value by 7% against currencies of all trading part-
ners over the past 12 months. This decline in value
is making both manufactured and agricultural goods
from the Heartland more competitive abroad.”

New export orders averaged 57.6 in 1Q,
and imports notched 55.3 — both showing

strong growth.
For the past 3 months, 1/3" of all supply

managers reported an upturn in international buying,
while only 2% reported a cut in buying from abroad
over the same time period.

June exports posted another gain, up to
60.9 from May'’s 59.0, signaling a
continuation of export growth among

Heartland traders. June imports came in Nine industries reported new export order
at a strong 54.9. Any number above 50 growth in May — listed in order — are: Apparel,
signifies growth. Leather & Allied Products; Machinery; Fabricated

Metal Products; Electrical Equipment; Appliances &
Components; Paper Products; Chemical Products;

: Food, Beverage & Tobacco Products; Transporta-
tion Equipment; and Miscellaneous Manufacturing.

“Despite a stronger dollar, an improving
global economy pushed exports higher,”
said Professor Ernie Goss, Creighton

University, who tracks the Index. The IBNews Trade Index is a real-time lead-
ing economic indicator measuring monthly changes
in exports and imports for the states of Arkansas,
Kansas, lowa, Minnesota, Missouri, Nebraska, Okla-

homa, North & South Dakota.

1Q 2009 1Q 2010

Exports
Jan 26.8 Jan 55.8
Feb 29.9 Feb 55.4
Mar 31.8 Mar 61.6

Imports
Jan 3941 Jan 50.0
Feb 38.7 Feb 58.8
Mar 44.5 Mar 57.0

Creighton University’s
Prof. Ernie Goss
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KANSAS CITY WELCOMES

FUTURALLIA
MAY 18-20, 2011

If you are a business executive from any sector

looking for global business relationships...

Create international business in one place
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e With 1,000 small-medium sized companies (SME)

e From 50 countries & key industry sectors

e Pre-screened one-on-one meetings

e Upto 15, 30-minute personalized meetings
e Highly organized with 21 years of success
e |Interpreters provided for meetings

e Export/Import opportunities

e Establish long-term business relationships
e Educational break-out sessions

e Networking receptions, lunches, dinners

e Special early bird registration until Oct 31, 2010
e Exhibit booths for vendors and participants

Open the Door to a World of Business™
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http://www.futuralliakc2011.com
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Heartland Companies Establish International Ties at Futuralia

Some 25 companies and or-
ganizations from the Kansas
City region went knocking at
trade doors this past April at
Futurallia2010 in Poitiers,
France.

Despite the air traffic stop-
pages from the Iceland vol-
cano, the 20" worldwide gath-
ering brought nearly 500 small
to medium-sized companies
(SMEs) from 40 countries to
meet in pre-selected meetings
with interpreters for the pur-
pose of making business con-
tacts and negotiating trade
deals at the 3-day forum April
28-30".

At the same time, the delega-
tion got official news that the
Heartland’s Kansas City will be
the venue for Futurallia 2011
on May 18-20" next year when
perhaps 800-1,000 SMEs and
entrepreneurs from 50 coun-
tries convene for the event.

A typical Futurallia one-on-one busi-
ness meeting. Each delegate gets 15
personalized meetings with interpret-
ers as needed.
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Réseau Mondi
Warldwide Busin

Gary Walker, who with his wife
Trish Walker, run Magic Touch
Cleaning company in Kansas
City, said, “It is all about struc-
tured world. These are very
well-run meetings that you pre-
select before arriving.

We had 15 one-on-one meet-
ings and made trade connec-
tions that will last for years to
come.”

“This is not a trade show. It is
a global forum of companies
organized to help our
company and others make
international business
connections,” Mr.Walker em-
phasized.

al de Partenariats d Enrepries

oss Partnerships Netwark

Kansas City delegation celebrates announcement that Futurallia 2011 will come to Kansas
City and the USA for the first time ever.

Jody Edgerton, Director Inter-
national Affairs & Trade for the
Mid-America Regional Coun-
cil, and who is managing the
Kansas City Futurallia event,
said, “We are offering special
deals for Heartland companies
that register before October
31, 2010. It is an exciting op-
portunity for exporters and en-
trepreneurs to make global
business connections.”

More information is available
at www.FuturalliakKC2011.com
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Export Tips — Finding Sales

If you are new to export, you will soon learn that there are many
challenges - in terms of documentation, logistics, finance and
legal, to name a few.

But before any of these can occur, you need a sale — someone
who will actually buy your product in another country. So how
do you get started?

Trade Shows: Exhibit at an international trade show in your
industry.

Every industry sector has them, and they are a great way to
meet international buyers. These buyers are a valuable source
of market intelligence telling you what product or product line
interests them in their country, and possibly what kind of com-
petitive situation exists there. Your follow-up is important.
Promptly send the product information you discussed to con-
tinue the dialog, and get an indication of pricing and potential
sales volume.

State Government: Check with your state’s international trade
office (usually associated with the economic development divi-
sion in your state's capitol.) They a good source of market infor-
mation, and if this is your first international trade show, you may
be able to get state aid to help.

Federal Government: If you already know which product you-
want to export, and have targeted a particular country, your
local U.S. Department of Commerce Commercial Service office
can set you up with a Gold Key Matching Service in that coun-
try, providing you with several qualified potential agents, dis-
tributors, sales reps and business partners. For more informa-
tion on Gold Key, click on this Link:

http://www.export.gov/salesandmarketing/eg main 018195.asp

Worldwide Sales Reps: There are several ways to identify
agents and manufacturers reps in other countries, although you
will need to do your own due diligence.

Check with the U.S. Chamber of Commerce chamber
offices abroad (AmCham) in the specific country or
countries you're targeting for information on how to
find a sales rep or agent:

http://www.uschamber.com/international/directory/default.

Go online to the International Union of Commercial
Agents and Brokers at http://www.iucab.org/nl/ and
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Export Hotline

New from IBNews
The IBN Export Hotline

If you have questions about exporting - whether new
to export, or already exporting - send us your ques-
tion. We will acknowledge your question within 24
hours, and in most cases, our panel of experienced
advisors can send a response within 72 hours.

The IBN panel consists of international bankers, mar-
keters, attorneys, freight forwarders, government spe-
cialists, and other experienced exporters and export
specialists.

Visit our online form to send us a question at:
http://www.ibnewsmag.com/current_issue.html#9

Or email your questions to:
newsletter@ibnewsmag.com

Detailed responses may take longer, and may involve on-going
discussion, and agreement.

Note that the comments and responses received are furnished
only as general guidance. They do not constitute legal or similar
expert advice, the same requiring a more fully detailed and exten-
sive understanding of your situation and all the circumstances of

on sales reps in those countries.

by Paul Mastilak

NEXT ISSUE: MARKET INTELLIGENCE TO HELP YOU
MAKE BETTER DECISIONS

responses and comments are not necessarily approved by I1B-
News, or any of the persons on its staff, and cannot be treated as
the opinions, comments, or responses of IBNews, InterMark3, Inc,
its contributors, or its publisher.
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The World Is Your Marketplace.

InterMark3 will help get you there.

With proven:

« Business Development, Marketing & Sales
« Trade & Investment
« Specialized Communications

If you are looking to establish international ties for your organization, InterMark? is your source. Since
1989, InterMark? has worked with companies and organizations from the Heartland — and the world -
to help achieve their international business and investment goals.

Introducing Paul Mastilak

Paul is Senior Associate for International Business Development, with extensive experience in establishing
and managing company sales operations in many countries throughout the world through the use of
sales representatives, distributors and wholly-owned operations.

In addition to managing international business for several companies in the Midwest, he served as
director of international development for the states of Pennsylvania and Washington, and is a
Thunderbird MBA graduate.

Find out r;\ore about InterMark3 and our services visit our Web site. ! NTE ﬁ M A H K 3

www.intermark3.com Kansas City USA
TEL | 913.248.7770

info@intermark3.com
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